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We Want a |
TOUCHDOWN! |

Talking about exciting mo-|
ments, one of the most strenu-|
ous and breath-taking in our|
young career occurred last
Saturday at the New York|
Polo Grounds during the Cor-|
nell-Columbia football game.|
Picture for yourself this situ-
ation. There were but five|
minutes left in the last quar-|
ter. Columbia led 13 to 10,
but a magnificent Cornell of-|
fence had rolled Columbia|
back to its ten-yard line, in the
shadow of its own goal post.

Here the line held. First|
down, second down, third|
down, failed to yield more|
than a total of four yards to|
the crashing plays that had
brought Cornell almost to a
score. There was just one|
down left—and six yards to|
go—it was either make it or
give up the ball and all chance
of winning the game. The
stands were in a pandemo-|
nium.  Somebody pounded|
our shoulder-and crushed our
hat—but we didn’t care, as wc}
roared with the rest of the|
frenzied fans—"“7Ve want a
touchdown/!” i

Now, we're saying to you,|
quarterbacks, halfbacks, lines-
men, fighting the Royal game
—we want a ltouchdown.

The year has rolled through|
with a series of magnificent
records. Royal has been lead-|
ing all the way. As sporting|
parlance has it— we have|
reached the “crooshul” mo-
ment.

There are but two months
to go—the traditional “two
minutes to go” of football.
You have crashed through
“line” after “line” of past rec-
ords. You have tackled and|
mastered defense and defense
of competition. Youhave run
rough-shod over opposition,
taking advantage of a dry
field and good commercial
weather, What can you do
now you are in the shadow of
the goal posts? Will it be a
“touchdown”?

November and December
are crucial—vital, if you will.
Some wonderful sales records
have been made in past years
in these two months, and these
must be overcome to properly
Crown a year which has been
composed almost entirely of
record-breaking  months, as
1925 to date has.
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The Opening Gun of
the New Advertising Series

ROYAL
T P E\WyT E R S

They DO run easier --- and besides
compare the work

.. Secretary 10 Gen. J. G. Harbord. formerly
Chief of Staff, U.S. Army, President The Radio
Corporation of America, ieadet in international
radio telegraph, marine radio, 20d in broadcast
transmission and reception.

. . . “I enjoy using the Easy Writing
Royal Typewriter because it DOES run

easier.” Mary Millea

ROYAL
TYPEWRITER CO., Inc.
316 BROADWAY
NEW YORK
Lol
©

This advertisement will run in larger form in every branch office city in the Royal
Organization. o i o : .

gIt tells a story about the Royal Typewriter which is effective because it is powerful
and powerful because it is true. The statement that the Royal Typewriter does run
easier can have no- better support than the open statement of Miss Millea, Secretary
to General Harbord, that this is so. : 5

Other advertisements of a similar nature will follow and cuts for dealers are avail-
able should they desire to use them Iocglly. : . .

These advertisements are simple, direct and attractive, and - their layout is such
that they actually own the newspaper page on which they appear.

| & e spract , ;
Even mediocre and average|sounder and better than ‘ever|appointment has ()Lt‘xs{ﬁn?lly
work these last months will|—with the organization bet-|set a foot upon your neck, for-

enable us to break past years’ r than ever—with the Rny:}l‘?? it—or rather remember it

records, but that is not ourFypewriter better than ever, #and crash through with th‘c‘
aim. We are not satisfiedfWgghave an unbeatable team.|rest of the team on these last
with a field goal when we are|If you have been tackled now| two downs for a record.
under the goal posts already. an.d then, if you have not We WANT
IV e want a touchdown. gained grour_ld Ehc way you| b -

With business conditions|expected to, if Fullback Dis- A ToucHDOWN!

- Come on, YOU—
| Get ML A.D. in

November
| This is for men who feel
that they can make the

| M.A.D. Club in November.
|It is written expressly for
[them and presents an oppor-
|tunity which is unusual.
E We are offering to each
|man who makes the M. A. D.
[{Club in November a real
Smo-Kit for his desk or li-
|brary table. The Smo-Kit is
la very handsome article just
[newly on the market and is
{mighty useful as well as orna-
{mental. Finished in crystal-
{lized maroon or green enamel,
|it is constructed of matter and
design to act as a humidor for
cigars and cigarettes which
are placed in it. It contains a
removable ash tray and a
place for matches, thus it puts
all the smoker’s objects at his
finger tips and is extremely
handy as well as ornamental.
Do you want one of these?
We are offering them as a lit-
tle inducement because it is a
matter of pride with us to
have the biggest M.A.D.
Club this month that we have
ever recorded in the Royal
Standard. Big, individual
records are necessary to make
big organization records, and
you can help us best by “mak-
ing” the M. A. D. Club. We
hope to see a big list of
Smo-Kit winners when the
firstof December rolls around.
The M.A.D. Club in Oc-
tober gained four new mem-
bers, and in all showed over
half a hundred repeaters. The
Club is growing in size month
after month, and is bigger now
than it has ever been in its his-
tory. Itis the honor regiment
of the typewriter industry,
and its members represent the
highest type of salesmen of the
Royal Ranks. In November
we expect even a bigger mem-
ber list.  Will you be among
those present?

|
|




ROYAL PROMINENT IN NIGHT VIEW
OF GREAT WHITE WAY

N oia e

The picture above is very interest-
ing to the Royal Typewriter Organ-
ization because it was syndicated to
rotogravure sections throughout the
country and carried prominently there
in the foreground the Royal Type-
writer spectacular sign.

It was taken during the recent
Aerial Circus staged at Mitchel
Field, N. Y., and it was the first
night flight over New York where
pictures were taken of the Great
White Light District and the aero-

FISETIRES

| planes above it by night. Lieut.

Barksdale, after illuminating the sky
about him with flares, dove 12,000
feet and did a series of startling
stunts, while multi-colored magne-
sium flares lighted up the whole
Rialto district.

Our photograph does not show the
flares for lack of space, but we were
anxious to show how prominently the
| Royal Typewriter Sign held its own
lin the first night aeroplane photo-
} graph of New York.

OUR LIVE CANADIAN ORGANIZATION

The Cana-
dian sales or-
ganization is
coming into its

own. In Oc-
tober, it turned
in one of the

best months in
vears. The boys
are ighting
tooth and nail

nadian

Myr. Montgomery

fight, but with such inspiring leaders
as W. J. Montgomery at Montreal,
G. W. Randall at Toronto, and T.
G. Lewis at Ottawa, it will not be
long before the Royal Typewriter

will be accepted as a standard tool of |

Canadian business efficiency.

Montreal put over one of the larg-|
Mr. |
Montgomery's ambitions to see Mon- |

est months it has ever had.
treal in the lead have been realized.
His inspiring talks and letters are re-
vitalizing the entire Montreal sales
force. Mr. Ray, the key man for
October, is going to have a tussle on
his hands during November—nhis fel-
low salesmen are jealous of his crown
—it’s going to be a great race to
watch those Montreal boys heading
across the field for the first
down—we want every man to make
a touchdown.

We don’t think Toronto under the
leadership of the genial “‘marcel
wave' Randall is going to stand by
and watch Montreal pile up a big
score,  With a backfield consisting
of Randall, Holmes, Black and Can-

ning, we can expect a real Notre

to Royalize Ca- |
business |
a hard uphill |

touch- |

| Dame onslaught upon the typewriter
})lmsincss in Toronto.

| Watch Ottawa, the dark horse, step
[out in front during November. The
| team of Lewis and Mitchell must bear
|careful watching—they’re out to
j\‘L'!)I‘(‘ a record sale during November.
| We're pulling for you, Ottawa, in
[ fact we're pulling for the entire Cana-
dian organization to smash all rec-
|ords during November.

Mr. Holmes has included in his
Mr. Newland is quite generous
| with his smokes since acquiring that
monogramed cigarette case. We

| new
[ ; :
[hope he doesn’t lose it.

repertoire, a few selections on orders. |

THIS LOOKS LIKE A
SNAPPY CONTEST

Why didn’t you tell us about it,
boys! It has just come to our ears
from another source that the organ-
izations of Russ and Ralls on the
coast are again -at sword’s points—
this time in a contest to last three
months—October, November and
December.

Myr. Ralls Myr. Russ

It is based on total machines billed.
Mr. Russ’ San Francisco crew drew
first blood, but we have it on reliable
information that our rip-roaring stars
in the movie city are working hard
to even up the score in November.
We are sure the entire organization
will follow this duel with a great
deal of interest,

A three cornered fight is also being
staged between Minneapolis, Cincin-
nati and Milwaukee. In October
only a machine or two separated the
standings of these three evenly

matched competitors.

Partee, Platz and Bailey are three
live-wires with true competitive spirit.
They should provide another series of
sales fireworks in their three-cornered
tussle.

MIGHT HAVE KNOWN
IT WAS A ROYAL!

Miss Jean J. Ruppel of the S. P
F. Wood Preserving Company of
New York had occasion to write one
of the leading New York newspapers
for some information, and she was
good enough to send your editor a
copy of the reply which was pub-
lished :

“Before I touch upon the topic con-
tained in our latest contributor’s let-
ter, I must say I wish all our con-
stituency could see what a very per-
fect piece of execution it is as to typ-
ing. The clean-cut type, perfect
margins, etc., are all quite beyond
criticism, even of a very fussy critic.’

Miss Ruppel writes us—Inas-
much as my letter was written on a
Royal Typewriter, I thought these
comments might be interesting to
you.”

They are! Out of such stuff was
created the Royal slogan “CoMPARE
THE WoRK.” When the busy editor
of a cosmopolitan daily deigns to
notice the manner and appearance of
a typed letter, you may be sure that
it was above the average.

This great big United States

Yes, Sir—we’re out
s

Your big chance—

Don’t be undecided,

NO, SIR—DON'T MEAN MAYBE

(Sing to the tune of the popular ballad, “Yes, Sir, That's My Baby”)
Just got back to Gotham Town after traveling up and down

Got a line on “bizz” condition—saw you trimming competition.
Boys, this Royal’s rolling fast right now.

Yes, Sir—got 'em running—
Things are coming all our way.

Yes, Sir—this is Fall, boys,

Best months of them all, boys,
Don’t lose time,

Here’s your chance—

Make a clean-up—strike the big
Come on, you're invited,

Royal’s winning—get your share.
) B OCE

of ours.

gunning,

boys—make your hay.

«

pay."

JACKSON DRAWS A CROWD

Mr. J. Tom Jackson, Manager of |
the San Antonio Office, forwards us |
this picture taken during the recent |
and lately demised World Series. Its |
results were a matter of high pitched |
interest in San Antonio because all
Texans are naturally good sportsmen.

Mr. Jackson capitalized very |
cleverly upon the wide spread desire
to get returns as soon as possible by
installing a Radio in the Royal Office

and inviting anyone who would to
come and listen to the official broad-
cast of the games.

People crowded to the Royal Store
every day of the Series and as a result
Mr. Jackson built up a lot of friend-
liness for the Royal.

Mr. Jackson is the

of the Store.

gentleman |
standing on the running board of the
| Rolls-Royce Sedan standing in front

SERVICE CONTEST FOR
SEPTEMBER, 1925

DIVISION No. 1

“Chicago the Leader”

It is a pleasure to announce thyt
Mr. Tomek, Foreman at Chicago
led his Department to the top Dl:m(:
during the month of September. Cp;.
cago has made first place three times
so far this year—and there are three
months to go.

Our Dallas Service Department
made a very good showing during
September and earned second place.
Mr. McCarthy, our Foreman at thyt
point is aiming for the top place be.
fore the year ends.

Boston, another first rate Depart-
ment, is due for third place honors,
Mr. Johnson is always trying and
looking up.

Every District Branch Service De.
partment, except Portland, earned
their star during September!

Below is a list showing the respec-
tive standing of each Department:

11—Atlanta 7*
Hartford 7*
Philadelphia 7*
Washington 5¢

12—Minneapolis 9*

13—Los Angeles 5*

Itimore 7%

n Francisco 3*

—Pittsburgh 8*
Cleveland 9*
6—New Orleans 9*

7—B

8—Louisville 6*

Louis 9%

nsas City 17—Indianapolis 6*
18—Portland, Ore. 1*

DIVISION No. 2
“Springfield, Mass.; Winner”

Mr. Trerice who cares for our
Service at Springfield, Mass., has
earned first place for September.
Mr. Trerice was forced to use his
two weeks vacation for a complete
rest, his health not being up to the
usual standard. He rested and then
came back and made September a
record month. We assume that his
health is above normal now.

Our South Bend Service Depart-
ment under the leadership of Mr.
Hudon earned second place. It was
only a few months ago that he copped
first place!

Mr. Ormsby, our Foreman at
Evansville, made a big bid for high
honors and made third place. Keep
up the good work.

Below is a list showing the respec-
tive standing of each Department:

23—Erie 2*
24— Jacksonville 4*
Johnstown 1*

1—Springfield, Mass.
o

South Bend 2*

3—Evansville 1*
4—Denver 2*
| 5—New Haven 4
| 6—Birmingham 9*
7—Newark 6*
8—Providence 2*
9—RBridgeport 9 Milwaukee 2*
0—Bangor 4* 31—Omaha 2*

| 1—Fort Worth 1 32—D:
2—Dayton 3*
3—St. Paul 3* rt Wayne 2°
4—Little Rock 3*  34—San Antonio 4*
5 rishurg 7% Wichita Falls 1%
6—Toledo 4* 35—Albany 2*
7—Worcester 4* 36—Peoria 2*
Des Moines 5* Rockford
18—Portland, N * 2*

37—Houston 2
19—Youngstowr WVilmington
20—Richmond 5*
21—0Oakland 3*
Rochester 3*
Duluth 3*

avenport 3%
anton 3*

CANADIAN SERVICE
DEPARTMENTS

Month of September, 1925

“Toronto—100 Per Cent.”

Our Toronto Service Department,
during the month of September,
earned better than 100%. '\.“‘
Edwards our Foreman at that point
is responsible for this good work.

Montreal and Ottawa 1
poor third.

second

1—Toronto 2% 2

3—Ottawa 3*

Montreal 1°




Wi )7‘\‘\]:&3

TEST P
= 165"

 No. |

Leade,

o
ANNoypea thay

an gt Chlcu

ce De

Partme
show .

Ing durip,
I secong place,
Foreman at thy
1€ top plage b
St rate Depg.
d place honors,
4yS trying ap

nch Service De-
ortland, earne(
tember !

ving the respec-
Departmen:

—Atlanta 7*
Hartford 7¢
Philadelphiz 7
Washington 3¢
Minneapolis 9*

~Los Angeles 5*

Baltimore

an Francisco 3
incinnati 6*

~ New York 4*

Indianapolis 6*
re. 1%

8}

[ No. 2
ss., Winner”

cares for our
Id, Mass., has
for September.
rced to use his
for a complete
yeing up to the
rested and then
e September 2
assume that his
1 now.
Service Depart-
lership of Mr
| place. It wa
, that he copped

r Furemanﬂt
ig bid for }}lﬂh
-d place. Keed

ving the respe
Department:

—Erie 2
_ Jacksonville :"
Johnstown
\'mnhi 5
olumbus 2 oy
Springfield, 1. s
Akron 2* . o
—Grand vka[;x"la
—Memphis =
Milwaukee £
—Omaha 2,
Davenport
Seranton 37 4
_Fort W ayne
onio
Falls
2t

San Ant
Wichita
Albany

2

Roc

Houston ~
,_Wilmingto?
—Waco
__Fresno #

;ERVICE

[ENTS
;mbefv 1925

- "
Per Cent.
tmen”

. [Jepi
ce
of 5"[‘"‘"’

DEALER NEWS

This news just arrived in time—
Mr. Wattell is the salesman who |
made the September M.A.D. for
Daytona Book & Stationery Com- |
pany, Inc., Dayton, Florida. We are |
told that he will make an attempt to |
repeat before December 31st. |

October 19th |

Congratulations
will be celebrated hereafter in the
home of Mr. and Mrs. Carl A.|
Gustafson as the birthday of Evelyn |
Elizabeth. Our dealer at Marquette,
Michigan, has enlarged his chest ex-
pansion.

During last month we had the
pleasure of shaking hands with quite |
a few Royal dealers who paid us a|
visit at 316 Broadway, New York
City. Mr. W. W. Prior, 'l"n-nmn,i
New Jersey; G. L. Larkin, Utica, |
New' York; G. R. Abell and Mr.
Squires, his new Typewriter Depart-
ment Manager, Poughkeepsie, New
York; C. R. Allen, Watertown, New
York and Mr. H. G. Bancroft, of
York, Pennsylvania.

# * *

If you should happen to see some
smoke curling up in the air in the
direction of Columbus, Georgia, you
will know that Mr. H. C. Stewart
our dealer is hot after orders. He
has been making some fine records
in his territory and has asked us to
“Watch his Smoke”—thus the above
warning.

# * #*

We were about to inquire ‘“What
happened.to Reading, Pennsylvania?”
but along came the Standard Type-
writer Company and made 100 per
cent of their quota for October.
Reading is still on the map.

* * *

More Typewriter veterans join
the Royal ranks. Royal dealers join
us in wishing every success to the
following parties who have been ap-
pointed Royal Dealers:

Taylor Paper Company, Prove, Utah
Everett Fletcher T. W. Co., Ogden,

Utah.

Typewriter Shoppe, Augusta, Ga.
Royal Typewriter Agency, Billings,

Mont.

Mr. F. A. Preston, Bainbridge, Ga.
The Old Dutch Company, Mobile,

Ala.

The Gettman’s Shop, Norfolk, Neb.
Mr. J. Bart, Quebec, Canada.

Watch the Honor Roll for the ap-

pearances of the above names.
.« s

Mr. E. Frank Winfield, is making
some records this year. The Honor
Roll shows that he has made 100 per
cent of his monthly quota six times
this year. His volume of sales is
ahead of any record made by him dur-
ing the past years. Keep up the

DEALERS MAKING
M.A.D. FOR SEPTEMBER

Mrs. S. D. Hendley
Mr. H. G. Bancroft
Daytona Book & Stationery Co.
Mr. J. E. Gaffaney
Mr. J. C. Good

Mr. R. R. King

Mr. H. E. MacArthur
Mr. Frank Myers

Mr. R. G. Nichols

Mr. R N. Pound

Mr. G. A. Pearce

Mr. W. W. Prior

Mr. H. J. Roof

Mr. R. N. Swadener

——

The stands cheer as another victory
is recorded for Royal dealers. For |
those who have lost count of the|
Royal victories, we repeat that ten
games have been won by our aggres-
sive team. The games against April, |
May and June, were won, but by a|
closer margin than when we played
them last year. The games against |
January, February, March, July,|
August, September and October were |
overwhelming victories. ‘

| this game.

simist say that our team did not have |

Quota, Competition, Excus

Bad Weather, but nevertheless our |

downs made by the Royal players in |

|

It will be noticed, that |

X : :
tober business, we heard some pes- | Bad Weather could not stop our men.

“Royal” Davis who hails

ricane” Roof made

Just before the game with Oc-| Quota, Competition, Excuses, and | made.

good work and congratulate your
salesmen for us.
« = ®

and “Beau” of the Neb-
raska Typewriter Company, have
overheated fountain pens. The cause
is due to getting so many orders dur-
ing the last few months. By the
time December 31st rolls around their
fountain pens will be so hot they will
have to throw them in a pail of cold
water.

SMac,

w0

To our friend, C. Elmer Anderson,
Pasadena, California—Thanks for
the large order received just as we go
to press.

The Kirkpatrick Company of
Nashville, Tennessee, is another
dealer who has been signing up a
number of large Royal users. Brew-
ington Typewriter Company, H. G.
Bancroft and Loren E. Spiece are
well known by our National Ac-
counts Department.

Our dealer at Canton, Ohio has
sent out the following Mimeographed
letter to the typewriter users in his
territory.

Have You Seen “Ray?”
Well you have at your service—
we feel safe in saying the highest as
well as the highest salaried type-
writer mechanic in the State. We
call Ray

“Tue TypEwrITER WiZARD”

A crippled typewriter is as irritat- 1 Happy, Though Married

ing as a detour sign but keep sweet
and call Hem. 2225. This long
fellow is a short time getting there,
furthering the - “Benson Quick !
Service” plan. It makes Ray no|
differ bitterence how tough the job
or what kind of a typewriter. Old
man Benson “myself” hopes he gets
stuck so I have to help him out.

Let us show you the latest model
Royal typewriter, we are exclusive
dealers for this county. After you
“Compare the Work” you will
choose the Royal and

“Exp THE DAYy WitH A SwmiLe”
Bensoxn TYPEWRITER COMPANY

On the left hand margin of this
letter Mr. Benson has sketched the
famous service man, which makes his
letter very unique.

# & #*

Has anything happened to Fayette-
ville, Arkansas? _Perhaps Patterson-
Blair have been kidnaped ?

We extend our apologies to Mr.
Larsen and Mr. Johnson of the Chi-
cago Office for the omissions which
occurred on the Chicago Office list of
the M.A.D. Club in the October
STANDARD.

This error has been corrected in
this month’s STANDARD, to the mutual
satisfaction, we hope, of both parties

concerned.

e o

Mr. and Mrs. Frank Patty

from
a chance against such players as| Colorado Springs ‘“Miami” Duell of
, and | Florida, “Warrior” Prior and “Hur-
touchdowns in
team smashed through the line time | each game played this season and are
after time for big gains. The snap- i the “four horsemen” of our backfield.
shot shows Pound & Moore going"[‘hcy were well supported by the
over the line for 100 per cent. which | wonderful defense and interference
was one of the thirty-eight much—{uf their team-mates who opened big
gaps in the lines of the opposing teams
through which the big gains were

Our remaining games are against
November, and December, two of the
teams which usually give our team a
good battle. We expect all Royal
players to get out their order pads,
fountain pens, and other football ac-
cessories and get into the game.

Our boys at the Factory College
are giving their support and are root-
ing for our team to win. Let’s roll
up big scores and complete the season
of 1925 with no defeats.

The gentleman in the picture is
none other than our own Frank
Patty of Austin, Texas, to whom
Royal Dealers and the Organization
generally need no introduction. In
the new role as husband of the charm-
ing lady at his side in the picture,
Frank is distinctly a “new man.” In
his letter sending us the picture and
the good tidings of the wedding which
took place in September, Mr. Patty
enclosed an order for a bunch of
Royal typewriters, and warns us that
he is going to make Royal business
good in Austin.

Frank, your friends at Head-
quarters congratulate both yourself
and the bride, and wish you unmeas-
ured happiness and prosperity.

DEALERS’ HONOR ROLL

J. Bart

Crosby-Mook Typewriter Exchange 4*
Roy A. Davis 10*

Daytona Book & Stationery Co., 8%
J. C. Duell Sales Company 10*
William Dunning 3%

C. L. Eicholtz 5%

Ervin Typewriter Exchange 4*
Fergus County Democrat

Cerrie Press 3*

B. M. Gragg 6*

Grant’s Typewriter Exchange 3*
Idaho Typewriter Exchange 4%
John 1. Kerr 3*

Kirkpatrick Company 5*

C. C. & H. C. Macomber 5%

R. P. Mathews 3*

Nebraska Typewriter Company 2%
Naegele Printing Company 4%

A. G. Packard 7*

Parker’s Book & Music Store 7*
E. N. Pattillo 6*

Paxton Typewriter Company 5*
George A. Pearce 7*

Pound & Moore 6*

Preston Typewriter Company 4*
Walter W. Prior 10*

Pueblo Typewriter Exchange 2*

J. E. Richardson 8*

H. J. Roof 10*

J. E. Rugen 4*

Loren E. Spiece 6*

Standard Typewriter Company 2*
H. C. Stewart 2*

The Tacoma Stationers 5*
Typewriter & Service Supply Co., 7%
Typewriter Shoppe

E. Frank Winfield 6*
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Josef Foist Holds a Dealer Convention

At the Sample Fair recently held

Czechoslovakia’s  capital  city,
Prague, the Royal was very well rep-
resented by Mr. Josef Foist, the
Royal dealer for that country, who
saw to it that the Royal, together
with a number of other American
products that he represents, was fit-
tingly displayed in a well located and
nicely arranged booth.

M. Foist considered the time dur-
ing which the fair was being held an
appropiate one for a meeting of his
numerous representatives and sub-
agents. ‘There were, of course, a few
who were unable to be present, but
the gathering that was held was very
representative of Mr. Foist’s country-
wide organization. :

During the Convention at Prague,

in

Mr. Foist discussed matters of gen-
eral interest with his dealers and
gave them his impressions of America
and the Royal typewriter factory,
gained at the time of his visit to our
country last June. Mr. Foist's de-
tailed account of the Royal’s produc-
tion methods proved extremely in-
teresting to his dealers, to whom Mr.
Foist also related a number of in-
cidents regarding the methods used
throughout our entire business or-
ganization.

In the illustration at the right
we reproduce a photograph of Mr.
Foist’s display at the Prague Sample
Fair, the gentlemen shown being a
few of his dealers who happened to be
present at the Exhibition at the time
the photograph was taken. The il-
lustration shown in the center
is a view taken at the banquet which
Mr. Foist tendered to his dealers at
the time of the Convention. Read-
ing from left to right, the gentlemen
shown are: Messrs. Wenzel Matous,

Uzhorod; Jan Dostalek, Pardubice;
H. Hejeman, Bratislava; Wenzel
Drasky, Pilsen; A. Mazanek, Brunn;
A. Smatlak, Brunn; Josef Foist;
Alois  Foist, Prague; R. Reindl,
Aussig on the Elbe; Franz Konecny,
Ostrau; Karl Matous, Budweis; J.
Lozinsky, Southwestern Bohemia:
Josef Jangl, Kolin. It was regretted
that Mr. Engelhardt from Kosic;
Mr. Jaburek, Eger and Mr. Bohm,
Reichenberg, were unable to be pres-
ent at the banquet.

Needless to say, the dealer’s con-
ference held by Mr. Foist had a de-

finite purpose in biinging together his |
| lak, these two gentlemen being among

various representatives, who were
thus afforded a splendid opportunity
of becoming acquainted with each
other. This will naturally serve to
increase more than ever the splendid
spirit of co-operation existing in Mr.
Foist’s sales organization.

Almost coincident with the holding
of the Prague Sample Fair was the

Upon the occasion of a recent visit |
by Mr. T. T. Malleson, our Foreign |
Sales Director, Mr. Jan de Flines, |
one of the directors of Messrs. Blik-
man & Sartorius, Royal dealers for
the Netherlands, arranged a meeting |
of their various sales representatives |
connected with the Rotterdam Branch |
office of the firm. The meeting re- |
sulted in the development of a num-
ber of ideas to be used in connection
with special plans that were bein;

made for the further expansion of

Royal business throughout the Neth- |

erlands.
Mr. de Flines and his branch man-

The plans formulated by |

agers have resulted in a noticeable
increase in sales during the recent
months as compared with the results
obtained last year.

At the right, we are reproducing a
photograph taken at the time of the
meeting of this sales organization.
Reading from left to right, the gentle-
men shown seated are: Messrs. v. d.
Witte, Man-

ager, de Flines, Director of the Firm,

Everaars, Rotterdam

impressive one and that these gentle-
men are certainly deserving of highe
est compliments for the excellent l;r_
rangement of their exhibit, [, th
photograph, Mr. Foist i showE
seated in the center, Mr, Millane;:
at the reader’s left and My, Smatlak
at the right. .
In conjunction with this Exhibi-
tion, there was arranged a typewrit-
ing contest at which practically all of
the prominent makes of machines
were represented. The first prize i|>1
the contest was won by Miss Valerje
Kolzcna, of Brunn, writing o a
Royal machine. Miss Kolzena made
a very good record in the contest
especially considering the fact tlm;
the writing was done in the Cgech
language, in which the use of accent
marks is very frequent.
Altogether, we are sure that M.
Foist has good reason to feel that his
interests, as well as our own, were

Brunn Exhibition Markets, which
took place only a short time before.
In Brunn, Mr. Foist is represented
by Messrs. L. Mazanek & A. Smat-

the most active of Mr. Foist’s deal-
ers. As a result of their well planned
efforts, a very excellent display was
arranged in the Exhibition Markets,
a view of their exhibit being shown
in the photograph at the left.
Our readers will readily agree with

us that the display was indeed a most |

very well taken care of in the Brunn
Exhibition Markets by his dealers in
that city.

These various activities on the part
of Mr. Foist and his organization are
indicative of that gentlman’s progres-
sive policies and his desire to more
strongly and intensely develop our
mutual business in Czechoslovakia.
Knowing Mr. Foist as we do, we are
sure that his efforts will be productive
of even more pronounced success for
the Royal in Czechoslovakia.

Sales Conference in Rotterdam

Above—Novel Delivery Car for

Use in Motor Show

Below—The Sales Conference of
Blikman & Sartorius Officials

Smit, Smits and Wyers; standing—
van Zweden, de Vries, van der Veers,
Leur, Speyer, Jr., Geerema,
Kemschot, Elerie, Malleson, Speyers,

van

de Roos and Janssens.

It was our Rotterdam friends also
who were responsible for the unusual
| motor car display shown in the illus-
| tration at the top. ‘This delivery
car was especially decorated to take
part in the Motor Show held every
year in the city of Rotterdam. Ob-
serve how the Royal typewriter has
been displayed on the top and at the
front of the car. To say the least
this is exceptionally good advertising.

In the background may be seen the
entrance and show window of our
| dealer’s premises in that city, the
gentleman standing near the window
being Mr. D. J. H. Everaars, Man-
ager, Royal interests in Rotterdam

| A e A
and the surrounding territory €€
¥ i ~hle hi ds
tainly seem to be in capable han

. . al
and we can confidently expect Roy ]
10

| business there to show persistent '

1 gratifying progress.
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ROYAL BALL BEARING SPRING BARREL

While many parts or mechanisms
stand out prominently on the Royal
Typewriter, and their functions
thoroughly understood and com-
mented on freely in demonstrating
the machine, yet there are many
parts and mechanisms hidden away in
the machines whose functions are very
vital, and due to the very fact they
are hidden, are not mentioned or
thought of. It speaks well for these
hidden parts that they go on day in
and day out, year after year, per-
forming all they are asked to do and
very, very seldom fail. Of course,
evervone realizes the extreme care
that is necessary to manufacture these
parts and mechanisms, and that being

hidden they are apt to be neglected |

by the user of the machine; that is

fact that they give us
trouble.

very

Many, many times during the vear,

favorable comments are expressed |
about the carriage of our type-|
writer. The smoth, silky, easy run-

ning action is a revelation to type-
writer operators. One of the factors
that helps in getting this result, is a
mechanism hidden below the Car-
riage, a mechanism built with the
precision of a watch, and its action is
as smooth and silky as can be imag-
ined.

The Ball Bearing Spring Barrel is
a very interesting mechanism, it adds
much to make the Carriage free and
quiet running.

Just take hold of a Carriage on our

machine now, and you will be aston- |

ished at the even tension when Car-
riage is at extreme right or left. The
Spring itself is of a high grade mate-
rial, made especially for us, and al-
lows of flexibility, as obtained in very
few spring metals. Its tension. ad-
justment is controlled by means of
an adjusting screw which is perma-

nently located in  Segment

little |

and |

left. You can imagine the care neces-
sary to have the size of the steel ab-
solutely uniform so as when it is
coiled, its resiliency and tension is as
near correct as humanly possible to
have it so. The Spring is hardened
to a special requirement, and its life is
of many years’ duration; in fact, it
never gives out.
very

These Springs are
carefully set by the factory, and
very rarely is there any need of fur-
ther adjustment. Now and again
some operator will ask for a little
heavier or lighter tension to suit their
particular needs, and in a second the
| change can be made as required.

{  This main spring when uncoiled
is 8 feet in length, 9/32-inch wide and
017 thick, and as stated before,
made exclusively for the Royal Ball
Bearing Spring Barrel.

There are nine '4-inch Balls run-
ning in a hardened and lapped Ball
cup, these balls evenly spaced by ball
separators, the workmanship being so
close and painstaking that it equals
a high grade automobile bearing; in
fact, its design and workmanship is
practically the same.

There are several operations to
make the cover of the barrel, as
shown in the picture; one operation,
the blanking, is done on a 150-ton
press.

why we particularly emphasize the |

T'he Pinion gear is clearly shown
and has several operations, No. 7
shows the gear and ball cup com-
[plete and No. 8 shows Barrel com-
plete, ready for assembling into the
typewriter.
| Please do not forget the important
idur_\' of the Ball Bearing Spring
Barrel, and to those who have been
with the company many years, this
article may make them realize that
quality within is never given its just
reward, because it is so often little
thought of and like the silent worker,
l.\ ()f‘(‘n 11\'(']‘1[“)]{(‘(1.
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“SERVICE”

reached through the Top Dust Plate |

BY J. SCHILLINGER
ASST. SALES MANAGER

The only sure and sound construc- |
tion of success as an individual or an |
institution depends upon the quality |
and quantity of Service rendered.

It is not enough that our Company
turn out a remarkable typewriter—
we must give quality and quantity
Service. Quality shall always be the |
first element of our Service and quan-
tity shall ever be the second considera-
tion. Thus shall we establish not
only the reputation but the character
of serving best and serving most.
Therefore by serving in this manner
we shall deserve and receive propor-
tionately.

Probably one of the most important |
things in life is Service. We as in- |
dividuals receive out of life only as |
much as we put into it. This simple |
rule naturally applies to business be-
cause business is a big part of life.
We make a quality product and we
receive quality distribution. We |
render quality Service and we receive |
satisfied customers who continue to |
buy our product.

[

The facts above are all dyed in the
wool facts, therefore, we can safely
look ahead and expect the Royal type-
writer to out sell other similiar prod-
ucts. Our Company manufactures
the best typewriter in the world to-
day. Every man in the Service Or-
ganization knows this to be true be-
cause the mechanical instinct in him
compels this fact to be recognized.
Who with any sense of mechanical
learning can doubt the ability of the
Royal machine to forge ahead. We
of the Service Department do not
hesitate to say that one half of the
Service necessary /in other machines
is already embodied in the Royal type-
writer—We have but to care for the

| our engineers when they planned and

|is always welcome—open

| other half, and we will do this in the

same spirit of Service that prompted

built this machine of refinement.

We have a pleasant duty in caring |
for our customers. The customer ap-
preciates our Service because he knows
that we help him. The Serviceman
the cus- |
tomers door and walk in with a smile |
and you will leave them in the same |
mood. By doing this you pave the |

way for our friend the salesman who |

| rest is a matter of time when we will

| tribution in

ometimes finds the door a trifle hard
to open.

Once a Royal customer always a
Royal customer, this should be our
aim and it is the Serviceman who has |
the opportunity to seal the bond of
friendship between the customer and |
our Company.

We have the machine and we will
continue the spirit of Service. The

be rewarded proportionately.

POETS’ CORNER ?

Apropos of Mr. Pillow’s little con- |
last month’s RoyvaL
Stanparp, about “He who whispers |
in a well,” and anent the “one time,
two time, small time baby" of a sales- |
man who ballyhoo’s, Mr. William H.
White at the factory submits the fol- |
lowing, a la Longfellow—

“He who from the tree top yells,
That he the only good thing sells
Becomes a nuisance and should go
Into the well,—perhaps below.” ‘
Clever enough, isn’t it? We are
awaiting more stanzas from the fer-
tile pens of our amateur poets. Gc[l

| in the photograph above.

A SAN ANTONIO WINDOW DISPLAY

A very interesting display is shown

been converted to Royal Typewriters.

Mr. Jack-

A fiis A 7 The display was very attractively
;(;'{]ﬁ Manager (1’ t1_c} bﬂ;‘ ‘;;mm“ arranged and attracted a great deal
ce, arranged with the Brown | ¢iclos among passersby.

Cracker & Candy Company, a great |
Texas institution which is really the
Loose-Wiles Biscuit Company, for a
display of Loose-Wiles products in
the store window, together with the
statement that this big company has

The San Antonio Office has an ex-
cellent and prominent window and
Mr. Jackson makes use of it to
further spread the Royal gospel
among the people of San Antonio.

PROMOTIONS FOR BRANCH MEN

During the month
of October three
branch man-
agers were promoted
from the Royal ranks.

Mr. C. D. Walker,
who has served with
excellent results as manager of the
Grand Rapids Office for several
years, has been made manager of the
Dallas Branch. Mr. Walker is an
alumnus of our Detroit force
and has given a good account of him-
self in each of his capacities as sales-
man and branch office manager. Par-
aphrasing Mr. Greeley's famous say-
ing, the modern version has it—"go
South, young man, go South.” Clar-
ence Walker has, and the chances are

that he will, make the fur fly from
some of our worthy competitors be-
more fore very long.

Another promotion advanced Mr.
G. W. Pettit, one of Paul Jones' ex-
cellent salesmen at Kansas City, to
the managership of the Denver Office.
Mr. Pettit also has a good record be-
hind him and the chances for his suc-
cess in charge of Denver are very big.

Mr. L. E. White, formerly mana-
ger of Omaha and lately a salesman
at St. Louis, has been made manager
of that branch. St. Louis, one of our
best branches and long the stamping
ground of our good friend, George
Ralls, is in capable hands in Mr.
White’s direction and should main-
tain its already high prestige.

My. Walker

sales

NEW ROYAL LEAFLET Writinc RovaL to a pedestal of

QuaLity aNDp EFFICIENCY.

A small leaflet “These Men Who
Get Your Letters,” which we have
just published, awakens the business
man to a realization of this big factor
{in business correspondence. It sets
the machinery in motion for the en-
trance of a machine that will give his
letters that touch of quality—Ap-
PEARANCE,

o,
I

These
men who
get your
letters

| This leaflet is printed in English
('ml_\'. If you can use a quantity, send
in your order.

SPEED ARTISTS

Talking about Seven League Boots,
our sales managers, Mr. Lavat
and Mr. Barlow, can give any of the
fabled distance-eaters a thousand
miles head start and trim them han-
dily. Mr. Lavat thinks no more of

beating the fast mail across country
to Frisco, and Mr. Barlow of “mak-
ing the loop” than ve editor does of
coming to work in the morning.

The
impression the recipient gets when he |
unfolds a letter is tremendously im-
portant.

First impressions are lasting.

Royal typed letters fulfil all the re-

sary to create th:lr}

quirements neces
lasting first impression. Appearance
of Royal typed letters is one of the
features which has raised the Easy |

in the game.
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THE ROYAIL STANDARD

ROYAL MACHINE-A-DAY CLUB

OCTOBER

NEW MEMBERS

OCTOBER
SCHOOL SALES

The number of school sales secured
by our Branches and Dealers during
October show a gain of 50 per cent.
over the school sales of October 1924.
This is a remarkable record and we
appreciate the good work which has
been done.

Our Indianapolis Office heads the

EMPLOYMENT

Miss Cherry, Employment Man-
ager of our St. Louis Office, secured
the highest percentage of her quota
under positions filled during October.
Miss Peck, Employment Manager of
our Kansas City Office is a very close
second. Under percentage of sale
quotas secured, Miss Peek is first and
Miss Cherry is second. Mrs. Clark,
Employment Manager of our Boston

DEPARTMENT

Employment Manager of our §
Paul Office is a close second. M 3
Smith secured the highest percq =
of her sales quota during the
We regret that all of oyr
ment reports for last month
been received as we are g
show the standing of all
fices each month.
DISTRICT BRANCHES

Ntage
month,
Emp]oy.
have not
nxious to
of our of.

: % 2 o S POSITIONS
list for October by securing a very Office, heads the list undgr the num 1St LoUié, 10—Chicago
a i i s a s1tions | 2—Kansas City Ry
large percentage of its quota. St. ber.of beginners placed in poxu ey _S:‘(],o],rtmnm
Paul is second and Peoria is third. during the month and Miss Wirten- +—New yur;](. 11— Buftalo "%
4 s y M - - | 5—Minneapolis 12—Clev,
Indianapolis is also ahead for tlu; i\eyn. EYmpLoygglt A}Ianageld Of\/;)u-l ?_‘{;m“tmmpo“s }j*g‘fﬁ:‘llaerll:hia
vear based upon the percentage o ew Yor ce is second. Mrs. | 7—Boston —Dalias
- E. GARDNE -H. . H. E N 2 : : 2 8 Portland, Ore. 15— Cincinnag
J Jacks,_,m,m:‘R W HKEH:‘.,CSHgSFER J Iffmﬁe'\h‘)\i,?f quota secured to November 1. Fresno [ Doriss, Employ ment L\‘Ianager oft outilt oiNew s OriEans 16T o
is second and Louisville is third. Philadelphia Office is first, based upon DISTRICE\B%ANCHES
b S Columbus has the distinction of | the number of “tips” received through 1—Kansas City ot
securing over 100 per cent. of its her department. : 3:15\%1&[;;’;’5 /_—_kll?:‘:le:;;g"s
REPEATERS school quota nine months out of the| The number of positions filled dur- 4—Indianapolis §=New York
* 2 -3 e - > —Louisville )— st
last ten and heads the list in this di- | ing September shows a gain over Sep- —San Francisco (e
MI(R(J)N\“ hel o BEICED ST HIA vision of our School Sales Contest. | tember of last year, and it is interest-| 5—I Ortla"i& O\Ni- S,Illo—{ilﬁfalo
‘. . Miche . . ouse v £\ i % 2 " 4 ¢ 1. T
ATLANTA FORT WAYNE H. K. Goslin _ Fresno is second, having secured 100 |ing to note that our Employment : NEHOUSE,

C. C. Crawford 5*
S. N. Malone

W. B. Larsen 19*
H. Nuhn
A. J. Redding

DES MOINES

John Shea, Jr.
FORT WORTH

W. A. Partee 15%
NNEAPOLIS

M E Bailey

QZHROTYHE EH AR>S

=2

-4

&
€

g

5

2

J. H. Hanson
H. C. Pindar

SCRANTON
. C. Waters

WASHINGTON

H. D. Cashman 10*

per cent. of its quota eight months

dianapolis 21— Albany

San Antonio
Baltimore

22—Evansville

—Memphis
ichmond

pringfield, Il1.

Scranton
outh Bend
—Wichita Falls

Managers have made a gain every

Manager, School Department,

tion is that faculty which enables the
mind to perceive truth immediately—- |

We speak of a “tactful manner.”

matter of course Is courteous, for
courtesy is a “feeling attitude” which

L8N
!
t J. W. Mann 12* P. H. Billman E. V. Sherry e Gve the oo esponds
il BALTYMORE s ] &N ey out of t{le last ten. i month this '\e(’r. 0 'e I BRANCHES
: E. G. Dodge 24* H. H. Tomkinson p il Turner 12° Our School Contest for the year is | ing month of last year. I Bt Woath N
i 0 s Jﬁl:nmbsc}' ”‘%_‘“}ﬁﬁ‘fjﬁft 3* XL RiDavis still an open fight and the records In our Branches, Miss Dudley, ﬁ:A\gnl":ul g—Roc‘l‘:’?;lﬁ“
I B.&I'Ngbgmefc H!\\\BT(EO]?A?‘M ‘\ o ‘;*jgz’r made during the next two months | Employment Manager of our Fort 4~—311Lllnl|[ 10—Denver
% i H. W. Boshan H. F.' Brainerd 35* pQL V. Miller 352 will determine the winners as neither | Wayne Office, secured the largest| —Rieenc }é:g;ﬂg:gam
BI&M&:&E&M { % L(?ﬁ:‘;gan N E A s s of the cups have been won to date. percentage of her quota last month Joulmﬁtown }3‘_}),"‘”@3
SO HOUSTON ORBICIND, O35k Our Dealers made a very large|under positions filled. Mrs. Smith,| “portiand, Me T ouile
E (’:I‘ %ﬂlﬁlw o5 2"'JH'H’:1°“rtenay & B Rar gain last m tl‘ October of last —
. T. Buckley 2 . J. Hilton D). Roe tt ast month over G as
H. E. Burton 22* INDIANAPOLIS PROVIDENCE el i
F. I. Crocker W. S. Orvis J. H. Alden year and they have secured more
o JJ oA JA‘gkgb’&%;Il[z;‘ F D: jeraadall school business to November 1 than TACT IN TELEPHONING
G. H. Palmer 6* J. E. Gardner * = RI%HEVIOS{'“SI‘ during any other previous year of BY PAULINE DONSTAN BELDEN
5. W, Smpson JoHNSTOWR " A, Bartlett which we have a record. Judging One of the int|l Ttno o
BI}IDFGEgggT e Rcz,(lz‘hsg}ﬁf:on from the reports which we have re- portant factors in | the idea that ti'
. * AL ) 1. - . < e S ¥ a S
BUFFALO F. W. Hassett ROCKFORD ceived from Mr. Barlow of our Deal- - e elq hat Ll
George Hauptman G. P. Johnson C. C. Flagg 5 Dl al iy e 3 A any .ep .I € con- | persona attitude is
W. W. Hodgson P. W. Jones 33% N ANTONIO SIS RacRalBIEnE ANCd S0 IO ot /i) versation is the|an excuse or justi
&N L 120 LO% ANcerpecter D Ig‘:lsu};;e Dealers, they are going to continue proper exercise of “““; lf g J;f
W. F. Wegener R. D. Andreson SAN ERANCISCO this good work during the rest of the ‘.\ i RS {f‘L“ on Tor ocly
& Srown 2+ S Sumiie C. H. Billington year. Below is given the standing of | HONELIS¥1d s e :“"“" o ”;gtte"'
G OV Weliman 35% T & Deardors each of our Branches for October and tuitive appreciation of‘ what .‘1.\‘ fit, | (l)Off;‘ (l)rl (.‘:0 l_n655~ igh
. P. Hamil 19" R. S. Williams S. N. Howell also for the year to November 1. = .‘] e el ended feelings might tempt one to
R, F. Hogt MEMPHIS R TiThice proper and right. What does “in- | return a sharp answer, if it is not
?' & LoBorence 17+ MITWAURPE & B Russ tuitive appreciation” ‘mean?  Intui- | kept in mind that he is the mouth-
L st R 3 S el o OCTOBER STANDING |

piece of the institution and gives the
impression of its personality.

M. Roberts 25* NEW HAVEN EATTLE 3 : - i i : :
A. C. Wheeler W A Muligan I DoHoyt 2t —Detroit l"dlfpt‘"dj"tl} del(‘dImL - [he tactful person makes it a point
E. Wilson NEW ORLEANS SPRINGFIELD, .. R i P s n order to velop i fe1itQ 3 ims: indivi ity
CINCINNATI WY G CAS Gievieen : 4—Birmingham —Portiand, Me. e FoiecR = intuitive | to adapt himself to the individuality
. A. Platz 4* F. Pritchard + SERINGFIRUDISMASS/E | Skaesno & 0 Fpenl Renclsco telephone appreciation of the proper | of the other person. He gauges the
CLEVEDAND NEW_YORK - s o s eomean attitude toward others, one must | talker ov. I 1
G. J. Holder D. % Allingham 35 ST, LOUIS _ Sy UESEON i Sl l‘I S, S g talker over the telephone and forms
. 'C. Hull 19* - J. Becker i. M. Davis : S ceep in mind the person who is is j D
AN iPasts D. N. Conidin T H.' Kennedy 8—Worcester 36—Chicago ] 'P‘ B¢ perso ho is to be | his judgment of the other person’s
W G Rodgers W. B. DeRango 14° H. H. Nunamaker 13* s tlanta J o Wen pleased. Is it the one who is calling | knowledge, station in life, likes and
1t COLUM J. B. Eccles .. F. Reynolds e Sy 4 el 2 ¢ o e % 5
! L. V. el Q. Centry 2+ C. D. Sparwasser Hsslaulsnilies 5;—1\)1;1‘\:‘3131;5 or lrlhe onef \[\ llm |>l called 7o u|l1e 15 | dislikes only by the sound of his voice
. C. Kinnamon M. Gleason 33* L. E. White e oRE anids really tacttul, he always tries to please | is choic .
DALLAS T Gosdvin ST  PAUL 12—Bridgeport —Grand Rapids o Ways tries to please | and h|>. choice of words. He must
C. D. Walker Graf D. M. Elliott St S oitonk | someone else.  Consideration and | adapt himself through the sounds that
RAVENEDET B Lo DI Show e e helpfulness should always be exer-| i i
GHD T leas " M. Guest 34° TOLEDQ o ey | & yashingeon elp SS S always Dbe exer-|come to him, to the other person’s
4 . 1 5, L. tt 8* ST - R . cIse Far ‘ho- rav of thinki
DAYTON i Guy/ 1 whik Xno —Jacksonvile {)l;;”\}l?:r,:, Llhtdlro\\ .udltl\e other person, who- | way of thinking.
D%\A'A\Il}.RMilchcll . E. LeMaster 11 S. H. Slaughter Now Vet Panaar ever he may be I once sat at the desk of a busy

executive. He was talking most cour-

i mf:'rgb%%"“ it A0 W e : -Omaha > | T'his manner characterizes the per- | teously with me when his telephone

i R e e B LD Gnmon B Dl e son who always “rubs us the right | rang. As he took down the receiver,

| CN: 2 A LS 5 ot ) . . . >
E. L. Owen Svkes 5* 1. B. Reighard Seattle —:‘:"“‘ o way” and by so doing, puts us in a|his manner changed. He showed
L. D, Teeters 14* 5. N, White WORCESTER —Bangor iansas City o sy [ i A8 bt e
i e O AND Foe Satisbury “New Orleans —Qakland rame of mind to please him. signs of irritation at the interruption.
0. T. Wheaton J. E. Geissinger A. R. Smith 21—Philadelphia R okiora Courtesy: A tactful person, as a | He could not grasp who was talking

nor what was wanted. His manner
became more aggressive and his voice

s

T = =

ot

> M.A.D. — € prringhel X : .
DEALERS’ M.A.D. ROSTER—January to September 23—Cincinnati finds expression through words, tones, [ rose.  Finally, in exasperation, he

{l M S e Vb N dund and actions. It must be distinguished | snapped the receiver on the hook and :
tl Mr U2 Gafaney s VR e STANDING OF from good manners, which do not | turned again to me. He became once !
t Mr. W. . Prior 8* St encEs BRANCHES TO NOV. 1 |come from a feclm;_: \\'1(.hin. but | more, the courteous gentleman. ‘
I Mr. RR. King 72 Mr. K. H. Preston ‘ ERE UL rather from a conventional following| Why do men, and women too, take ‘-
E 1 Vo B f A vl i pepanells P e Gty of customs; from politeness, which 1s | down telephone receivers with chips ‘-
5 My, T Myesgise - Dayians Il‘fmnk & \'l:llfwucry Co. e Vaco a service and a service only. Polite- | on their shuulde_rs? Why do [].'e" 1
i Mr. E. H. Benson 2° Me G AT i “olumbus 31—Baltimore ness has been called “the oil which | lose self-control if the person calling '

Mr. G. E. Lucas 2* Mr. R. N. Swadener ichita Falls lubricates the wheels of society.” | does not enunciate well or hasn't the '

Courtesy may be called a lubricant | faculty of stating his business luu(Hy |
San_Francisco which will help to run your business | Harshness merely aggravates the dif-
Builio smoothly. It is one of the necessary | ficulty and adds to the embarrassment

T 9—Peoria

10—Rockford

11—Atlanta
—Worcester
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| mingham 7 . .
| CANADA—Royal Typewriter Company, Ltd. 125 3’;:}:_‘,"*]““_( —Chicago. requirements in an employe, to say | of the speaker at the other end of the
| : 3—Da —Des Moine . g 2 2 &
| T. G. Lewis, Ottawa 14—Bangor S e e nothing of the executives. It is the | line.
GREAT BRITAIN—Visible Writing Machine Co., Ltd., London — Hartford 18— Philadelphia outward  express, : i
H v 1o Eranmille 39—Cincinnati utward expression of kindly appre-| If the voice of a business, the voice
i cn i o < M S ¢ <7 ; SR i
il S, H ¥ Roberts *  13—C. A, Bak M0ET oonaaa | pa Y ;l(;tn:(rm ‘fmdtl remgmtllon of the good | heard by the outside public, does not
— — . W. Joh W. Bark 17, L S of other pe % 5 el eane
43——{{'. sz't.c D. Buc- 1?)—Bw.' f?é\r?i‘:r-ga" ::ZE Y g;':x:flsx?n T 18 o 2&‘,‘,{[[ 1 1 DEOD-S; 0 reflect credit upon the concern, steps
keridge 11—A. F. Thomas 16—A. J. Van Dervelde V. Hall 43—Houston n te cphnnc conversations, an em- should be taken at once to correct
5—C. Salter 12—L Harris 17—P. C. Fielding Wood 19—New York 44—Duluth Dl!)\'L‘,\' courtesy should st i fab o o s are
6—H. Herman 18—A. W. Thomas . B. Worley 20—Milvaukee Rechaglar it if ! sy should stand the test | the condition. [f telephone calls “I
AUSTRALIA—Sydney Pincombe, Ltd. FRANCE—J. H. Davis & Co. 45—Omaha o self-importance in others. The ; - v courtesy, Wwith
1—W. J. Shechy 4—E. S. Stack J_J}L Dig 46—Fort Worth employeihonld sl e | not I\.mdlgd with co T S y
2l L. D ARt e AUSTRIA—Joe Lesti, Nf 23—San Antoni L Rock business is - msmber tha his pleasant voices snd dlear c"unu‘ml : ‘
— L. Parkhurst —Joe Lesti, £ ST AL 0II0 8—Little Rock business 1s erVe—_| - : . . . ay, ’
s w'(<,l:‘,';|:d“\\- ]f'(;,i,(r o Emanuel Lauterbach 2l sekaotille 49—THarrisburg St > ‘] t“ SETVC-N0t U)‘Jlldgt nor | business is hurt every hour of the ¢ l.\I 1
S i 5 e N i o elmond 50 1\)[.{:::3”)““\ orm; that the customer’s opinions | The voice of a business should smoot!
MCZEIE_‘}}OSLO\'AK:’IA;—J?{scph Foist LATVIA];m.cS lil'alnz'l itz Bros. 6 Sy «'“k.m,m‘ Mam Ao A d.lld desires should be considered of the feelings of those who communt-
1—Alois Foist — ejcman 7 on 53—Washington nrst | ofigen Thea D . sove them.
2—L. Mazanek _ 4—A. Smatlak GUATEMALA—James P. Howell o \‘,.({;A.,.l, Me. e il umportance, . [h? employe | cate with it, rather than irritate (hz' :
s—Ladislav Foist 1—D. V. Elias 2—V. M. Ramirez [ 28—St. Louis should always keep in mind that di-| A telephone may give a business &

MEXICO—M. E. Raya & Company
1—Alfredo Aguirre 3—Alfredo Garza
2—Alonso M. Garza 4—Carlos S. Garza

A. M. STONEHOUSE, vided interest and attention are not

It may b¢
Manager, School Department. courteous nor good business
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SWEDEN—A./B. W. Banzhaf

Jonas Eriksson

)
inadequate personality.
a ball and chain, a drag upon pro
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